- page 3 


a 
Lad 
4 
= 
oO 
< 
o 
<= 
>~ 
uy 
a 
°o 
ca 
>» 
< 
ce 
c 
2 
= 
- 
Zz 
la 
Q 
nv 
La 
a 
a. 


Wad Wes 


is 
i ia ik 








; ATTENTION! 


ALL BROKERS AND SALESMEN 


The TORONTO REAL ESTATE BOARD will sponsor 
APPRAISAL COURSE NO. 2 


Commencing Feb. 23rd. and thereafter for two weeks. Course hours 9 a.m to 4.30 p.m. daily 


The M.A.I. Appraisal course No. 2 is open to all ‘Brokers or salesmen who have passed 
Appraisal No. | or have at least five years Real Estate experience. 


A prominent, highly qualified Instructor will conduct the studies. Dave Montona, M.A.I., 
A.A.C.1., S.R.1., Dean of the Faculty of the American Institute of Appraisers, Chicago, is a 
highly qualified Instructor, who has the ability to conduct a good series of lectures and studies. 


Upon graduation, the certificate permits the graduate to apply for membership into the highly 
professional American Institute of Appraisers. Upon acceptance the applicant is entitled the 
use of the initials M.A.|. with all other honours. 


FEE: $75 


For registration forms and pertinent material please write: 


W. E. J. Ryan 

Director of Education 

Toronto Real Estate Board 
1883 Yonge Street 

Toronto 7 HUdson 1-6151 


(does not include books) 


Accommodation can be arranged for out of town students. 









nd WORTGAGE LOANS 


$1500.00 - - $300,000.00 


buildings, land and to 
Also loans on other good 
M. Goodman. 


On residences, apartment 
builders and subdividers. 


securities. Reasonable rates. Mr. 


AGENTS INVITED 
COSMOPOLITAN FINANCE 


641 Yonge St., Toronto, Ont., WA. 3-0939 





WANTED TO BUY 


Investor who now owns properties in I! states and Canada 
seeks to purchase additional properties. 

Desire only real estate located in the most central down- 
town retail area and occupied under long term lease by well 
rated chain store retailers. Any city or town, anywhere. 

Especially seek properties occupied by chain, 5 & 10c 
stores or Variety stores, dry goods stores, ladies apparel 
stores, shoe stores, sewing machine stores, or chain jewelry 
stores. Am agreeable to buy such properties anywhere, or, in 
the smaller, remote, isolated towns that have a wide trading 
radius. If the owner or seller objects to paying a commission, 
then | will pay you the sales commission to negotiate. 

On any property available as above please state size, floor 
area, name of tenant, date lease expires, annual income, 
annual taxes, expenses and price. State name of store or 
tenant next door adjacent each side. 

Address, Investor, P.O. Box 3, Birmingham, Ala., U.S.A. 
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Space For A “Sold” Sign 


Thousands of spaces just like the one above are 
quickly filled by Realtors who concentrate more 
real estate advertising in the Daily Star than in 


both other Toronto newspapers combined. 


Increase your use of “SOLD” signs with results 


from Canada’s largest newspaper. 


TORONTO DAILY STAR 
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Ck sy 
-wAY BOSLEY - - - Toronto 


it meters cee Sk 


Vice-Presidents 


KOYL - - - - - Saskatoon “It is well for a man to respect his own vocation, whatever 
'DEN - «© NN 4 eg 8 ° ° ° e 
ats A. LOWDE! ae it is, and to think himself bound to.uphold it and to claim for 


Regional Vice-Presidents it the respect it deserves.” — Charles Dickens. 
WN RICH - - - - + - Alberta 
gtSSELL KER - British Columbia 
. «. ALTKINS - - - + Manitoba ; 
} RITCEY - - - New Brunswick 
eal KING - - - += + Nova Scotia TO ERR IS H UMAN 
ey} KATZ - - - - = = Ontario 


Ht. COUILLARD - - - - Quebec or 
» KLOMBIES - - Saskatchewan 


Head Office “THE CASE OF POETIC LICENSE” 


10? Merton Street, Toronto 7 
41 W. Follows - Executive Secretary 


A journalistic Student asked his instructor what the frame- 
wes Mitchell - - + - Ass’t Secretary 


work for a good ‘think Piece’ would be. He was told “Keep your 
EDITOR editorials brief . . . make them punchy. They should be timely 
Nes Mitchell and well written in the King’s English. If your material is con- 

tentious, keep close to the truth. Use facts Man... facts” 

ADVERTISING MANAGER We violated these precepts as is evidenced by two phone calls 
b. E Chesebrough we received from Toronto Realtors, one of whom exclaimed in 
EDITORIAL COMMITTEE mock horror, “What are you chaps doing to the King’s English?” 
t. J. Oliver 
Ross Thompson 
vv. H, Follows 


When we asked him what he meant, he said “I’ve just finished 
reading your August Editorial on ‘Shades of Horace Greeley” 
in which you mention that the North Alberta Railroad will open 
up vast and unlimitless tracts of fine tablelands.” He went on to 
say, “I’ve heard of editors using their poetie licence, but the 
word ‘unlimitless’ beats me! ” 

The only excuse (a very feeble one) we can offer, is that this 
ABOUT THE COVER PICTURE catastrophe was missed in our proof reading. 

This reminds us of the story of a young fellow who took a 
corner too fast and, when pulled from the wreckage of his car, 
muttered “Can’t understand it...I didn’t even want to take 
that turn!” 


Fev dent elect Don Koy! is shown presenting 
Fresvdent Murray Bosley with the Presidential 
etficate which honours Mr. Bosley's term 
<! office as President of the Canadian Asso- 


(Continued on page 19) 
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TRAINING THE SALESMAN. 
the 


involves 


Training 


salesman 


SECOND many facets of out 


OF business and, | can 








only give you a few. 
THREE I believe a study of 
PARTS construction might 
perhaps be the basic 

thing. 
There is also a strong need fo) 
politeness in our business. It costs 
nothing. The smile costs nothing. 


Thoughtfulness costs nothing. I think 
it’s important that you should strive 
to become a good listener, otherwise 
we miss the points being made by the 
vendor or the purchaser. There is no 
secret to lling 

secret to closing. It is simply making 
it easy for them to make up their 
mind. 


and there is no 





In the first of these two articles 
which ran in September issue of the 
Realtor, I mentioned knowing the late 
Lance Rumble, the Toronto truck 
salesman and whom many 
consider the greatest salesman of his 
kind in the world. Lance once told me 
the secret of his success. 


dealer, 


“I make it easy for them to buy!” 

Let’s all be professional in our out- 
look and not be amateurs in our field 
of selling. Try to hit above the aver- 
age sale. For example, in the Toronto 
Real Estate Board the average re- 
cently has been running nearly $15,- 
600.00 plus compared to an average 
sale in 1957 of about $15,200.00. I 
would strive to have my average sale 
about that. In your own office if the 
average is $20,000.00 I would try to 
have an average sale of $25,000.00 


I think it’s important that we all 
have a daily quota, perhaps one listing 
a day — either an Open, Exclusive, 


SELLING REAL ESTATE TODAY 


By W. H. SHORTILL, 


Di cieitietethinntanionns osion nt atlinsslen 


HUGH SHORTILL 


A graduate of Queen’s University, Mr. 
Shortill has been active in real estate 
since 1936. He is past-president of 
C.A.R.E.B., past-president Toronto Chap- 
ter, S.R.A., and Fellow of the Canadian 
Institute of Realtors. 





or Co-op. I think it’s important to 
have a weekly quota and I would like 
to suggest a weekly quota of one sale. 
You won’t necessarily hit this quota 
but il does give you a target. 


If your sales produced an income of 
$5,000.00 last year I would suggest 
that you aim for $7,500.00 this year 
— a fifty per cent increase. We should 
all tend to improve in our selling each 
year in real estate. This is reasonable 
enough because we know more about 
the business and we have more satis- 
fied buyers and clients who look to us 
for advice. 


Keep Records 


I think the value of good records 
cannot be stressed too much. We lost 
a large sale the other day because 
after our competitor sold a client an 
apartment house that we had a listing 
of, we discovered we had him in the 
files. We had failed to keep good rec- 








We will buy, as 
principals, well located 





| income producing real estate. 
Agents’ commissions protected. 


Tankoos Yarmon Ltd. 


Realty Investments 


320 Bay Street «+ 









Toronto « 


B.Comm., F.R.I. 


ords. The prospect card is all impor- 
tant, and there should be enough in- 
formation that when the perfect list- 
ing comes in it is like a red flag 
mutely appealing “Stop — this is the 
right house for the client as listed on 
this prospect card.” 

It looks to me from now on that we 
all have to specialize more. I think it 
would pay to specialize in one area. 
So let’s not be Jacks of all trades and 
masters of none, and we'll all make 
more sales. A need for knowledge and 
for self-education is never finished. I 
think we should all tend to use our 
library more in the Real Estate Board. 
I think of the book written by Herbert 
Brady, “Real Estate, it’s wonderful” 
— a marvellous book which should be 
read by every salesman in real estate. 


Course Study Meant Sale 

I think of the courses that are riven 
by us compared to a few years ago. 
The preliminary course, the M.A.I. 
courses, etc. In fact we made a sale 
the other day due to one of our men 
taking the Part I of the Appraisal 
course. There are many techniques 
for getting the property, to showing 
the property, and to getting the offer. 
Time does not permit, except I would 
like to offer one word of advice — 
whatever you plan to do, do now. If 
you think that building is suitable for 
your client phone him now. There are 
four or five thousand people in Tor- 
onto (or if you live elsewhere you 
have competition in ratio, too) in the 
real estate business and you will find 
perhaps one or two of them have the 
same idea. Don’t let them beat you 
to the sale. . 


Listings a Must 


Now let’s come to listings. Without 
listings the greatest salesmen in the 
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intry would starve to death. We 
uld all be more persistent in ob- 
_ning our listings. You may not get 
» listing until perhaps the fourth or 
seh call. If you can’t get the listing 
» way try to get it another way. If 
can’t get it on the Co-op suggest 
Exclusive, or lastly the Open list- 
Tell them, however, you do not 
: you can spend your advertising 
me on Open listings. They are not 
} for either you or the vendor. You 
sid tell him the many reasons why 
cannot sell the property himself. 
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, a professional job. Once however, 
, obtain a listing keep in constant 
ich with the owner as to your pro- 
I would suggest you strive to 
+ jistings for a longer period of 
» than 30 to 45 days, but once you 
you have an obligation to the 
.per. I would like to suggest that 
, tell him your progress at Icast 
» a week. If the property does not 
ve strive to get the price down. 
nsistently advertise the property, 
-d don't wait until the last day and 
n run over and try to renew it, but 
wwe it renewed a week to ten days 
ir to expiration. Do the best job 
ican and the news will soon spread 
und town that you are active in 
1 estate and doing a conscientious 
If you have listless listings you 
| find they are probably: 
too high 
n poor condition, or 
not put to their proper or highest use. 
The two important questions when 
1 are listing are: Why is he selling? 
* 4, Why did he buy? There are many 
trees of listings, which I don’t in- 
‘4d to give you, except to suggest, be 
\ctive. When you list, the first thing 
io is to go over your existing pros- 
svts, to call the neirhbours and tell 
*m you have the property for sale, 
{ then lastly, to advertise. 


Don’t Neglect the Vendor 
\fter you have done these prelim- 
“ary steps keep in close touch with 
““e vendor. Tell him the reactions of 
* buyers. Have your other salesmen 
‘et the property. Spend 80 per 
"t of your time on listings, 20 per 
“t of your time selling, and your 
me will double and quadruple. 
*, after listings, we need prospects. 
te are many sources of prospects. 
"most obvious sources are: 
Calls to the sign 
°'d prospects 
»  spects that call to the classified 
oWvertising 


a 


‘ne your old prospects at once. 
“Msistent in your advertising. List 
Property at as close a price as you 
Tell the vendors in your opinion 
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they will never get more for the prop- 
erty than the present current price. 
Good investment properties properly 
listed can be sold over the telephone. 


Exclusives and Co-ops 

Better one Exclusive or Co-op than 
10 Open listings. Listings are far, far 
more important than the prospects. 
Prospects are a dime a dozen. Pros- 
pects follow good listings. After all, 
real estate is strictly a service busi- 
ness. 

I would like to suggest that you 
strive to like or love the real estate 
business. It will make it easier for 
you to take the bumps and lumps of 
our daily activity. There is a saying 
in real estate: Property well listed is 
more than half sold. Once again I 
would like to repeat -—- Know the 
eight or ten arguments why the own- 
ers can’t sell themselves. Strive to be 
aggressive, but not overly boastful. 





They may turn around some day and 
sell the property. In any case they 
will probably recommend you to a 
friend. Every salesman worth his sait 
should have a quota. Set up a monthly 
quota, a yearly quota. One year we 
set up a quota of six million dollars 
house sales and at the end of the year 
we had hit an average of 99.54 per 
cent of our quota based on the quota 
set 12 months earlier. 


Tact in Presentation 


There is a knack to handling the 
offer. I’d suggest the offer be pre- 
sented in the evening, preferably after 
dinner. If the offer is low, discuss 
conditions generally before you submit 
the offer. Prepare the handling of a 
low offer tactfully by saying the price 
is low, but it is all cash, or the closing 
time is convenient, etc. Always find 
out how many years they have lived 
in the property and you can mentally 





Suery Salesman 
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Werth Ye Salt 


Should Frave 6 Zuota 








Whenever you make a sale in a cer- 
tain district, phone the neighbours up 
and down the street for their listings. 
Remember, the final sale for the owner 
begins with the listing. I would like 
to suggest as mentioned above that 
you have longer listing periods. Not 
45 days on the Co-op, but preferably 
90 days. It will raise your average 
number of sales. Let’s take a moment 
about selling. 


Selling Real Estate 

There have been thousands of books 
written on selling. We could spend 
hours discussing how to handle pros- 
pects, but briefly, always try to i.k 
the prospect a question that necessi- 
tates a “yes” answer. Try to overcome 
objections by telling the objection be- 
fore they notice it. If the property is 
run down, tell them on the way over 
and you will often find they will de- 
fend the property and in turn sell 
the prospects you don’t sell. Never 
berate them for buying from a com- 
petitor. Far better congratulate them. 





calculate what they paid for it. Don’t 
use high pressure. Keep away from 
high pressure. It often rebounds 
against you. Canvass by telephone, 
while good, is awfully dangerous. It 
should simply be used to make ap- 
pointments. When you canvass on the 
telephone do the back streets as well 
as the side streets. The man behind 
might know of a buyer. Take an offer 
at any time. Take any reasona!e 
offer. How can you read the vendor’s 
mind? Sign them up anywhere when 
they say they are interested. Stop sell- 
ing, draw up the papers. Keep your- 
self available when you are in the 
thick of a deal, and do not go out of 
town in the midst of negotiations. 
Strive hard to get the top price. Don’t 
suggest a reduction in price unless 
there is some compensating factor 
such as all cash. Be busy — busy 
people like to work with busy people. 
Busy people get things done. Be busy, 
not dizzy. Know the neighbours and 
know your neighbourhood. 


(Continued on page 19) 
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Murray Bosley, President of the Canadian Association of Real Estate 


Boards delivered a stirring 


and comprehensive report at the opening sessions 


of the 15th Annual Convention held in the Queen Elizabeth Hotel. Following 
many requests we ore pleased to publish his address. 


This year has been one of continu- 
ing change. Part of the explanation 
for this may be attributed to the 
marked shift in the political scene and 
the uncertainties emerging out of 
changes in political philosophy. Part 
of the change also arises from shift- 
ing patterns of economic activity both 
inside our country and in the inter- 
national scene as well. 

One of the features of this country 
of ours that has impressed me greatly 
in my travelling is the regional char- 
acter of the economy. I hesitate to 
raise this simple truth except for the 
reason that it seems too often to be 
ignored in our preoccupation with 
various statistical guides that purport 
to tell us how we are getting along as 
a nation. If each part of the country 
is prospering (or believes itself to be) 
then it follows that the sum total 
ought to reflect a generally buoyant 
national picture. On the other hand, 
emphasis on the national picture as 
reflected in the movements of such 
indicators as Gross National Product 
do not necessarily reflect what may be 
taking place in certain regional areas. 
Moreover, in certain local areas be- 
cause of technological changes or for 
reasons of resource developmert, the 
rate of change—or the degree of 
business activity — may well be out 
of line with the movements of national 
(or aggregate) indicators. This situa- 
tion invites more than ordinary cau- 
tion in making regional or sectional 
forecasts based mainly on “national” 
information. 


We started out at the beginning of 
1958 facing two extremely interesting 
conflicts. In the first place it will be 
recalled that the general tempo of 
business had been slowing up during 
the latter half of 1957 and that there 
were a number of impressions of 
pessimism concerning business activity 
during the year. On the other hand, 
government advisors and those who 
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MURRAY BOSLEY 
President C.A.R.E.B. 


are actively engaged in blue-printing 
the state of affairs held the view, 
which is now more or less vindicated, 
that overall business activity would be 
somewhat better in sum total in 1958 
than 1957. The other situation, a 
paradoxical one, showed up rather 
significantly during the first quarter 
of this year, namely that while un- 
employment was high compared to a 
year or two ago, nevertheless the level 
of employment was also quite high. 
Canada’s population has been grow- 
ing rapidly both through natural in- 
crease and immigration. Because of 
this we are now facing : most unusual 
situation. With ample resources, in- 
cluding land, our economy still does 
not have enough employment oppor- 
tunities to take up the growing num- 
ber of available employees. The situa- 
tion is undoubtedly improving, but we 
nevertheless may have to get used to 
a kind of prosperity where the propor- 
tion of the labour force unemployed is 
somewhat greater than in 1955 and 
1956. Thus a question which confronts 


ee 


us as real estate people, and all others 
interested in economic development, is 
the perplexing one as to how strongly, 
and at what cost, our government 
should seck to provide full employ- 
ment. 

Some years ago an approach to this 
basic question was prepared for the 
government and this was popular 
referred to as The White Paper o: 
The essential theme o! 
this publication which was released i) 
April, 1945, was that the lessons of 
war finance were to be used i 
The federal budget was to | 
an economic balance-wheel 
nation, supplementing private 
ditures when depression threatened, 
and checking private extravagance 
when inflationary pressures grew too 
strong for comfort. Stable prices were 
held to be desirable. Some undefined 
but small degree of unemployment 
would be tolerated, but no more. 
Above all, we were not to return to 
the seemingly chronic depression of 
the prewar decade, a time of troubles 
that a new generation of economists 
looked upon as quite unnecessary. It 
is true that the white paper paid brie? 
homage to the die-hard concept of a 
balanced federal budget, but only 
vaguely over periods longer than on 
year. 


Employment. 


The 1945 approach was 
reasoned and carefully prepa. 
under the shadow of expected 
mic disaster. Nearly two mili 
Canadians were working or fightin 


the war effort. Economic growth, 


which had eluded the nation in the 


‘thirties’, had certainly taken place 
during the war years, but for milita: 
purposes only. Where would the peace- 
time demand come from to employ ail 
these people in civil occupation? 

The niggling fears proved ground- 
less. The years since the war have 
been years of truly dazzling pros- 
perity, unmatched in our history and 
broken only by minor recessions. Ea i 
pause in the economic advance calle« 
up the horrors of the prewar decaiie. 
but each time the memories of twenty- 
five years ago faded a little more. 
Still, the federal policy remains, to 
try somehow to combine the often con- 
flicting goals of stable prices and full 
employment. No one yet has arrived 
at a universally acceptable definition 
of either price stability or full em- 
ployment, nor even an agreement of 
the relationships between the two or 
the priority which should be assigned 
to either. Regional economic ditfer- 
ences and changes are among the rea- 
sons why national economic policy ¢2" 
never be to precise or one-sided. The 
is also grave doubt as to whether the 
economists, for all their new skills, 
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in just order up the kind of econo- 
.e climate that Canadians may de- 
re, if Canadians in general could 


ty cide. 


This year, as the economy went 
rough its worst winter since the end 
‘ the war, the resolve of the new fed- 
al government obviously hardened. 
+ ypenditures were increased slightly 
n the June budget. Since tax returns 
were lagging, mainly because of de- 
ning corporate profits, the prospect 
6 a substantial deficit was created — 
.yme $650 million together with var- 

is other money requirements that 
vut the government into a position of 
‘rongly stimulating business this 


Vea 


The impact of a deficit in fiscal 
‘airs is most difficult to see on short 

tice. New money comes into the 
-tream in obscure ways and its intro- 
duction is not concentrated to the 
point where it becomes obvious in all 
«-ctors of the economy at the same 
time. Without labouring this intricate 

metary operation, evidence is be- 
yinning to accumulate indicating the 
eects of deficit financing in the mone- 
tary system. It is very likely that 
further signs of this operation will be 
seen in the weeks and months ahead. 


Period of Adjustment 


When an economy such as ours is 
oing through a period of adjustment 
it is most difficult to appraise the im- 
pact of the change on the economy, 
largely because of the growing diver- 
sification that is taking place in the 


economy and the resulting inter- 
relationship between the various 
groups of specialized skills. Before 


the last war a decline in the demand 
for a major export, such as wheat, 
had its effects throughout the econ- 
omy. With the growing diversification 
a greater support has developed. More 
activities share in the risks, as it were, 
and as a result the impact of specific 
depressants is softened. This means 
that recovery when it takes place is 
also likely to be obscured and people 
who are accustomed to thinking in 
terms of perpetual boom are unable 
to appraise fully the significance of 
modest upturns in many of the seg- 
ments that make up the new Cana- 
dian economy. 


While it may be fairly said that one 
should not rely solely on statistical 
mylata, it is nevertheless important to be 
Ware of the changes that are re- 
corded in our fact-gathering depart- 
“nents of government in comparing 
vitivities of a year ago with those in 
158, It is surprising how many sta- 
ustical series show greater strength 
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this year compared with comparable 
figures of a year ago. It is not neces- 
sary that I burden you with a statis- 
tical comparison, but I would draw 
your attention to the fact that during 
the second quarter of this year many 
important indexes have turned up- 
wards and are considerably higher 
than they were in the early part of 
the year. Estimates for the third 
quarter of such things as manufac- 
turing production, durable consumer 
goods, metals and the like are pointing 
upwards now, and this invites the 
view that a turn for the better is in 
prospect provided that government 
policy does not offset the momentum 
that is now accumulating in many 
phases of our business activity. 


Three ingredients are necessary for 
the continuing buoyancy of the Cana- 
dian economy. These are: consumer 
expenditure, the volume of inter- 
national trade, and capital invest- 
ment. It would be virtually impossible 
to rank the importance of these com- 
ponents. The lack of any one of them 
would throw the economy out of bal- 
ance. Perhaps it may be fairly said 
that consumer expenditure has been 
most significant in recent months. In 
my opinion, it is not the mere ex- 
change of a relatively high level of 
money for goods and services that is 
important. Rather, it seems to me, the 
attitude of the consumer in spending 
at current rates that is of basic 
significance. 


No Storm-cellar Attitude 


All the available evidence suggests 
an optimism completely in contrast to 
the storm-cellar attitude of bygone 
days. Consumers have shown by the 
record a higher degree of confidence 
in the future of this country than 
some other groups that are indeed 
familiar to all of you. This spending, 
however, does not show signs of reck- 
less abandon, as proved by the fact 
that the volume of consumer credit is 
slightly below the levels of a year or 
two ago, and that per capita con- 
sumer debt is lower than exists in the 
United States at present. I would also 
draw your attention to another im- 
portant aspect of the consumer field, 
namely the level of savings accounts 
in the chartered banks. Savings 
accounts now are about 6% higher 
than a year ago. 


So long as consumers, as such, con- 
tinue to be optimistic about the econ- 
omy and so long as this optimism is 
backed up by spending of a kind we 
have witnessed, this important prop 
to our economy will remain strong. 


Canada is a trading nation. We 


often lose sight of this fact in 
our daily preoccupations with other 
things. When I remind you that some 
30% of our economy is dependent on 
trade of one kind or another, and that 
three people out of eight of our labour 
force are engaged in trade, it will 
point out the importance of inter- 
national events and affairs in our 
economy. We have had an unusual 
situation for a good many years now: 
we have been importing, particularly 
from the United States, a great dea] 
more than we have been exporting, 
but we have been fortunate in that 
our trade deficits have been more than 
offset by the flow of American money 
into Canada under such things as re- 
source development, industrial expan- 
sion and the like. And these, regard- 
less of direction or destination, have 
ultimately provided us with the neces- 
sary American dollars to balance our 
international payments. This past 
year we have been exporting a little 
more than in past years and we have 
been buying a little less from abroad. 
This has corrected to some extent the 
distortion in our trade pattern. 

The importance of trade to us must 
never be minimized, and while it may 
be necessary to re-examine our trade 
policies, we cannot survive without a 
high level of trade. 

The third major prop is capital in- 
vestment. No one really knows how 
much capital investment is desirable 
and comparisons with other countries 
at different stages of industrial devel- 
opment are for the most part useless. 
We have found in recent years, how- 
ever, that if undue emphasis is placed 
on capital investment the results can 
be rather serious in that we do not 
have available the materials and the 
manpower for highly expansionary in- 
vestment activities. Even if money is 
available, limits on men and materials 
invite bidding up of prices for these 
commodities, which in turn has an 
unsettling effect on the economy. 


Highly Buoyant 


About a year ago when capital in- 
vestment was crowding $9 billion, the 
monetary authorities became alarmed 
at this rate and attempted to dampen 
enthusiasm by putting some restraints 
on the money supply. Last year, capi- 
tal investment of all kinds was about 
$8.7 billion. This year, indications are 
that the early estimates of $8.2 billion 
are likely to be achieved. A _ highly 
buoyant and expanding economy 
counts on a high level of capital in- 
vestment and this must be forthcom- 
ing in the years ahead. 
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All the factors that I have men- 
tioned are important to the Canadian 
economy. 
signs of disintegration. 
And this does surely lead to continued 
optimism in the outlook for the longer 
run. 


All these factors show few 
erosion or 


1 


I referred at the 
marks to a situation 
dian picture that i 
the easy achievemen 
our economy, 
rapid rate of 
force. I 


moment or 


outset 


namely, the relatively 


increase in the labout 


would like t well for a 
two on a} aspect of 
the population f~ ‘sr that is affecting 
other areas of Canadian activity. Th 
war and its aftermath brought a 
marked change in out ition pat- 
tern. Marriage and 
the birth rate moved upward. Added 
to this domestic char 
immigration that increased total popu- 
lation rather sharply. 


popul; 
rates increased 


ve was a wave of 


increased Birthrate 


Upward birthrate trends create new 
emphasis on services and we are be- 
ginning to witness the effects of in- 
creasing population in the school ac- 
commodation 1 for children be- 
the 
Towns and cities are all 
impact of increased 
quirements and this in turn is affect- 
ing the local tax 
government at the level 
heavily (too heavily, in fact) on the 
property tax, it follows that property 
is likely to be even more heavily taxed 
in the future. 


Page 
reguine 


tween ages of five and sixteen. 
feeling the 
educational re- 
structures. Since 


local relies 


As the young age group moves on 
with the passage of time another level 
of the population profile becomes dis- 
torted. This group inevitably moves 
into the labour force, increasing the 
problems of stable employment. In the 
near future we will have to make 
some very important decisions con- 
cerning the kinds of employment this 
economy can provide. One of the basic 
questions centres on the extent to 
which manufacturing and attendant 
industries are to be encouraged in the 
years ahead. 


This changing population pattern 
will also bring with it a new wave of 
family formation and this naturally 
leads to an increasing demand for 
housing. It would seem inevitable that 
in areas of high density population 
that the pressures for housing will 
show up most markedly. Wé can in 
the next five to ten years expect to 
see problems of upgrading housing 
and demands for new accommodation 
to take care of this upsurge in family 
formation. 


AN Se a i a ee a 


Changing Habits 


Another unsettling characteristic of 
current significance is the changing 
attitude towards standards of living. 
tecent experience has indicated that 
we have resources to match the ex- 
panding wants of a growing popula- 
tion. It is a continuing task of gov- 
ernment to keep wants and resources 
in balance. For example, a little over 
a year ago we faced a situation where 
money appeared available for capital 
investment but skilled labour and cer- 


tain basic materials were not readily 
available in the quantities required. 
A situation like this can tend to dis- 
tort the whole economy and, as you 
know, the government attempted, 
through the monetary mechanism, to 
contain the influences inherent in this 
the effort of 


times 


situation. It first 
this and 


it seems likely that this kind of dis- 


was 
magnitude in recent 
time to time 
because of the dynamic character of 
crowth. 


tortion will occur from 


A Peek at ‘the Future 


I would turn the 
It seems important to 
should not lose sight of 
the implications of full employment 
The influences of this 
philosophy have not had to be faced 
until 


now to look at 
months ahead. 


me that we 
philosophy. 


recently because foreign de- 


mands have been strong enough to 
carry economic activity along on the 
crest of a wave. With foreign coun- 
tries back in the production picture 
and capable, with rebuilt plant and 
equipment, of more than meeting the 
requirements of their own domestic 
markets, the Canadian economy is 
undergoing pressures it did not know 
even two years ago. 


One of the areas of activity that 
has a great leverage on manufactur- 
ing and production is the construction 
industry. It is that 
we shall emphasis 
placed on construction as a means 
of absorbing some of the unemployed. 
However, when construction 
into this phase we 


not unlikely 


see increasing 


enters 
must prepare 
for some planning and orderly pro- 
gramming of This year 
the considerable 
emphasis on the principle of expand- 
ing government-sponsored 


activities. 
government placed 


construc- 
tion. A program of this sort involves 
the public purse and, to the degree 
that money is diverted from use in 
the private sector, it creates conflicts 


involving the role of government in a 
free society. 


In coming months it seems likely 
that we shall continue to follow a defi- 
cit program. As I have pointed out, 
growth in the labour force is inevit- 
able and the problems of employmen’ 
will not diminish. This invites th 
government to lend encouragement to 
the improvement of the 
climate. Deficits seem to be the path 


business 


of least resistance in today’s public 


sentiment. Hence, I suggest further 


experiences with deficits. 


It now appears, too, that upturns in 
business are in process both in Can- 
ada and the United States. Assum- 
ing that governments in both 
tries will not unduly interfere with 
growing recovery, the outlook is in- 
creasingly promising for 
ahead. 


coun- 


the year 


Now I would like to leave you with 
a suggestion which bears closely on 
our main interest and activity, hous- 
ing. We have gone along with the 
view that we have unlimited land in 
our country and this is not surprising 
when we look at a map of Canada. 
But let me suggest that urban devel- 
opment must be something more th 
the creation of new areas around 
central core of a community. Services 
such as transportation, water and 
sanitation become increasingly im- 
portant as this trend continues. It } 
up to us in the real estate field to 
study the problems of urban renewal 
and to make recommendations based 
on sound research. 


Land, labour and capital 
three traditional categories 
describe economic resources. 


are the 
used to 
National 
economic policy, both as it concerns 
price stability and full employment, 
has been focussed on labour and on 
capital, on employment and on the 
influential factor of investment. The 
lack of emphasis on land, the pre- 
dominently private efforts which havi 
been responsible for even our great 
mineral achievements —all this re- 
flects the bounties of nature 
surround us. 


which 


The agricultural rev~'ution which 
has emptied the farm and filled the 
cities has raised new issues as to rei! 
estate policy — something that prob- 
ably must remain largely a provinci:! 
matter and about which we have a> 
yet heard very little. Certainly urban 
redevelopment is one issue which wi 
have to be faced if we are to find li\ 
ing room near metropolitan cor 
areas. Another is suggested by tl 
way houses and business establish 


(Continued on page 1:') 










909 CARE. EXECUTIVES 


Don Koyl. Heads Slate 





Saskatchewan born and educated, Donald H. Koyl got a head start in real estate when he joined 
his father’s firm of Koyl Agencies Ltd., after graduating from high school in 1935. To broaden his 
experience in the insurance business, which his father’s firm handled, Mr. Koyl travelled extensively 
throughout Western Canada oraanizing branches for a Lloyd’s of London Insurance broker. 

Came t... war and Mr. Koyt enlisted in the R.C.A.F. for pilot training, and emerged in 1945 as a 
squadron leader, after a varied and distinguished a'r force career. 















ane % i, Always a strong booster and firm be- 

Regional Vice-Presidents ? “3 liever in real estate board activities, Mr. 

, ' Koyl was president of the Saskatoon 

BRITISH COLUMBIA , . sins Real Estate Board in 1950-51 and is o 
nice Klinkhamer, Kootenay, B.C. a \ former director of the Saskatchewan Real ’ 
ALBERTA r \ Estate Association. Vice-president of the 


Canadian Association of Real Estate 









ae reer: nvr | of Boards for two consecutive years (1957- 
SASKATCHEWAN 58) he previously served the association ' 
R. B. Klombies, Saskctoon as chairman of the membership commit- 
MANITOBA | tee and regional vice-president for 
R. C. Aitkens, Boissevain } Saskatchewan. 
ONTARIO » In 1957 he headed the historical com- 
nas Wats Chen i. os mittee of the association and helped pre- 
: P pare the illustrated history of CAREB 1 
QUEBEC which was published last fall. | 
Marcel Audette, Montreal President Elect In addition, Mr. Koyl is a charter i 
NOVA SCOTIA ; member and serves on the governing 
Patrick King, Dartmouth Delivers Acceptance council of the _Canadion Institute of 
NEW BRUNSWICK Realtors, CAREB’s educational body. 
Poul Sherwood, Saint John 1 He is married and has two children, o 
- ro ees i Speach daughter 11, anda son 15. 
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J. A. LOWDEN — Montreal H. R. FULLERTON—Victoria, B.C. 


Vice-President Vice-President 


ro 

















Lowden is Manager (Quebec Div.) of the Mortgage Mr. Fullerton, President of Blane, Fullerton and White Ltd., 












~~ o'tment of the Manufacturers Life Insurance Company. prominent Victoria, B.C. Realtors, nas held many executive =o 
3 Pre formerly President of the Montreal Real Estate Board, posts in Real Estate Associations including: Past-President 
resident of the Society of Residential Appraisers, Mont- Vancouver Real Estate. Board; Regional Vice-President Cana- 
‘ <hapter and, also serves as an executive with the Cana- 
’ Institute of Appraisers and, the Canadian Institute of . : 
tors (an Educational Affiliate of the Canadien Aatnciation ation Real Estate Boards. He is also a member of the: Van- ' 
3! Estate Boards). couver Club; Union Club, Victoria; Life Member Vancouver 
TS recent years have shown a specialization in economic Rowing Club, and the Vancouver Winter Sports and Recreation | 
) market Qnalyses of urban oreas relative to development. Association. 
¢ 


‘ 
i 
i 
i 
3 
dian Association Real Estate Boards; Past-President B.C. Associ- 
3 
ANADIAN REALTOR — OCTOBER, 1958 ; | 


One is able to guess, by the complete absorption of the delegates that the 


meeting is highly informative. 


This gathering was not on exception to the 
rule, as all meetings had good attendance. 


In the left back-ground you 


will see a booth from which an Interpreter translated into French, all ver- 


batim remarks. 
dian Chain Stores 


( \ 
(see page 11) 
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Your reporter set out with the firm 
purpose of listening in on comments 
of the delegates during the Montreal 
Convention. But, with ‘boot-legging’ 

searching for someone’s gold 
plated toothpick ... several lost dele- 
gates ... more boot-legging — the ear 
that was cocked and eager for these 
tidbits became ofttimes hazy. It has 
been noted by eminent Physiologists 
that mal de mer originates in the ear. 
Our ears became fairly normal in this 
respect. 

Anyways here is’ what 
thought of the convention: 

Ivan Thrasher — Windsor: “An over- 
whelmingly educational convention. 
With Montreal being perfect hosts.” 

Jack Weber— Edmonton: ‘“Regis- 
tration was best ever (thanks to the 
Montreal Board reception committee 


a few 


AAAI 


At the head table sat five merchandising heads of Cana- 


VANES 


uVudUUiSd 


and girls). All meetings went off 
smoothly, and every phase of the pro- 
gramme was enjoyable.” 

Fred Monte — Hamilton: “Never met 
so many interesting and courteous 
people in all my life. There are not 
many conferences of any nature which 
can claim this.” 

Roy Sanderson & Lc..e Johnson — 
Peterborough: “Never realized that 
real estate w as so big!” 


Ken Brien — Fredericton, N.B.: “I 
honestly hate this to end.” 


Lefty Lesurf— Toronto: “I came 
down here on Tely business (Toronto 
Telegram) not knowing what to ex- 
pect, but after taking in portions of 
the business end, I sincerely hope that 
I can attend another. It was that 
impressing.” 


Charlotte Whitton Takes 
Whip to Land Developers 
Ex-Ottawa Mayor Whitten in he 
address to the delegates of th 
C.A.R.E.B. Convention claimed that 
“The individual’s ability to acquire : 
piece of land, build or maintain hi 
own home was being steadily weak 
ened by the ‘Mass buying and build 
ing merchants’.” Miss Whitton alleges 


1 
| 


that “Our 
tion and financing favours these 
people.” “In 1957’ 


National Housing legisla- 


’ she stressed “just 


five per cent of the big builders, (in, 
metropolitan areas) constructed 40% , 


of all building under N.H.A. loans.” 


“These monopolistic builders are the 


reason for the fantastic prices one 
has to pay for land and property.” 
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provide 
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Reading left to right: R. V. McGillis, President Laura Secord Stores; R. Hill, 
General Manager, Bata Shoes Co.; B. M. Draper, Canadian Food Products Ltd.; 
Moderator, Ron Mills, Montreal; G. W. Milne, Manager, Real! Estate Dept., F. W. 
Woolworth Ltd.; Jean Carroll, Vice-President Dominion Stores Ltd. 

The above gentlemen were invited to the conference to air their views on the 
future trend of Canadian Shopping habits, and how it will involve real estote 
developments. Members of the audience were given the opportunity to direct 


questions at the panel. 
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Tre above “’Get-togethers’’ are just one of the many 
reasons for on Annual Convention. It gives Canadian 
‘ealtors an excellent opportunity to compare notes, 
2nd readjust their thinking if need be. As one Realtor 
put it, his eyes alight with suppressed excitement, 
Thot talk | just heard revealed something that is an 


answer to a problem that | have had. | just might be 
able to put it profitably to work, when | get back.” 
Picture on left, reading left to right: Gerry Golden, 
Montreal; L. K. Johnston, Winnipeg; Jack Rich, Cal- 
gary. Picture to right: left to right: Blair Steeves, 
Moncton, W. H. Shortill, Toronto, Gordon MacKenzie, 
Vancouver. 
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CALL TO 
ORDER 


Marcel Audette, President of the 
Montreal Real Estate Board calls the 
convention to order. In his welcome 
to Canadian Realtors Mr. Audette 
stated that Canadians from all walks 
of life have noted the tremendous 
strides in which Realtors have fitted 
their Association into Canada’s econ- 
omy. “Upon our shoulders rests the 
burden and responsibilty to live up to 
the respect and admiration we have 
now earned.” Mr. Audette stated “One 
significant factor offered us, is the 
faith which the Canadian Public is 
now showing us, in the satisfactory in- 
crease of Co-op listings and resultant 
sales. This augments well for our 
future.” 


SINCERE THANKS 


The Canadian Association of Real 
Estate Boards would like to publicly 
thank every member of the Montreal 
Real Estate Board, who were actively 
involved in preparing for, and the 
execution of, the 15th Annual Conven- 
tion held in the Queen Elizabeth Hotel 
September 20th to 24th. 

Many were the comments, all fa- 
vourable, which were made during the 
convention. 

To those in attendance at the reg- 
istration desk, to the entertainment 
committee for a fine program, to the 
ladies’ committee, to the program 
committee and many more which made 
our brief, but highly informative visit, 
so enjoyable ... we give our sincére 
thanks. H. W. FOLLOWS, 

Executive Secretary, 
Canadian Association 
Real Estate Boards 


‘ ans ata a a na litt ial ns omnia ssi 0 the table oe A bah 


eeaerr 


Re ow 


ent 





epbeewa + 


oe oom 


remy ong-a 


on eas 


could 


have 
danced 
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The final dreamy moments fol- 
lowing ‘Fun Nit taged by 


Montreal Board and 
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esigned for relaxation after a 
full day of business sessions 
Scene is the Grand Salon in 


the Queen Elizabeth. 
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ww One of the many bright moments of the Convention in which 
entree 10 bus loads of delegates and guests left for a two-hour tour 
#1 of the St. Lawrence Seaway. After four days of cloudy and wet 
Sit yous weather, the sun came out and turned in a sparkling perfor- 
A, mance. 
plait” Six reasons why its ‘la Belle Ville de Montreal!’ 
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The can-can group are part of the Jimmy Tapp Productions Ltd. (well-known 


T.V. and radio Star). These six lovely young ladies are probably the most 
versatile dancers in Canadian Entertainment. 
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sident’s Report 


aed from page 8) 


. are taking over some of Can- 
finest agricultural land in places 
-he fertile Niagara peninsula. 
ther issues are raised by muni- 
tax structures which encourage 

iding instead of land develop- 
Capital gains in land transac- 
nave provoked criticism already 


provoke more. 


-4 Control 


ving over all of these elements, 
erging as a logical companion 
1! policy for economic growth, 
general issue of control over 
se, Community planning is still 
mie in this country, and the 
-y for zoning to be altered for 
xe of a few tax dollars reflects 
ingrent municipal 
»— where administrations tend 
‘ard houses as costly luxuries 
siness establishments as neces- 

} 


Tis. 


pressures on 


this whole broad interesting field 
sone may ask of course whether 
estate person is to be a broker 
rime mover, a catalyst or one of 
ements, a willing servant or a 
‘me judge. I do not pretend to 
» to supply a convincing answer 

h a question -—that is largely 
nal matter. If, however, we 
to be the broker, the catalyst, 

» willing servant then we must 
ze that the responsibilty of 

‘s for the public good is growing 
This indeed is the hallmark of 
-sionalism, our prime goal. Per- 
the time has now come when we 
call the attention of those 
“y charged with responsibility 
‘he publie good, to the practical 
we, as Realtors, have taken and 
xing to qualify ourselves in our 
field. Perhaps we should now 
attention to the growing com- 
"3 of land use, especially in our 
centres, and more important, to 
‘tributions we can make to the 
"of these ever growing 


“Ms, 


, 


‘uly believe that only by realiz- 
* responsibilities and by educat- 
‘selves to discharge them intel- 
~Y will we claim the respect and 

dation of our fellows. It is up 
; ad and this road alone that we 
fnd the complete ,public accep- 
" of our voeation which has ever 
8Y goal, 

‘tk you for your attendance 
‘ this great convention. 

‘* it'as a sign of your member- 

‘his great crusade. 


Murray Bosley, President 
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The following resolutions -were enacted at the 


15th Annual Conference held 
September 20th to 24th, 1958. 


Resolution No. 1 


WHEREAS: the following resolutions were passed at the 1957 conference namely, 
Resolution No. 1 Veteran’s Land Act, Section 36, Resolution No. 3 Income Tax, 
and, that these resolutions were submitted to the proper Federal Government 
Departments for consideration, 


THEREFORE BE IT RESOLVED, that this Association continue to press for implement- 
ing of these resolutions. 


Resolution No. 2 


WHEREAS the Canadian Association of Real Estate Boards comprises of Realtors 
whose ethical standards and professional goals coincide with the highest ideals 
of our various governments — Federal, Provincial and municipal — in the aeés- 
thetic and practical planning, development and regulation of real property, 

WHEREAS this Association is demanding of its members a high degree of technical 
skill and knowledge, and to this end, through the Canadian Institute of Realtors 
in co-operation with the University of Toronto, has graduated this yeor its first 
class of qualified members, 

AND WHEREAS, in the past the various governments have not been aware of the 
knowledge and experience of Canadian Realtors, 

BE IT RESOLVED that this Association recommend to Federal, Provincial and Muni- 
cipal governments that more extensive use be made of the talents of Canadian 
Realtors by appointing them to executive, Administrative and regulatory com- 
missions, planning Boards, and other such bodies, 

AND BE IT RESOLVED that each provincial and local board be asked to further the 
spirit of this resolution by at once making known its desire to arrange for the 
appointment of Realtors on all bodies directly and indirectly concerned with real 
property. 


BE IT RESOLVED that the thanks and appreciation of this Association be extended 
in writing to: 


1. The management of the Queen Elizabeth Hotel, for its excellent handling of 
Conference arrangements. 


TCA and the railways for their care and courtesy in transporting delegates 
and their wives. 

The Province of Quebec, the city of Montreal ,local business firms and other 
organizations which have extended their generosity. 

The speakers and other participants on the program who contributed their 
time and tolents. 

The representatives of Press, Radio and T.V. who covered the conference. 
The Officers, Directors and, members of the Montreal Real Estate Board, and 
their wives for their hospitality and the enthusiastic hard work which ensured 
the success of the conference. 

The Executive Secretary and his staff who preformed their duties so loyally 
and capably. 


8. Jacques Girouard for his capable direction of the Public Relations of the 
Association at this conference. 
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Resolution No. 3 


WHEREAS the C.A.R.E.B. recognizes that only 7% of the land in Canada is arable, 
and is deeply concerned over the indiscriminate use of such land, 


WHEREAS this Association is apprehensive of the high costs of extending urban 
Services, including schools, particularly when such costs become excessive as a 
result of improper planning, 

WHEREAS the preamble to the code of ethics of this Association reads in part as 
follows: Under all is the land. Upon its wise ultilization and widely allocated 
ownership depend the survival and the growth of free institutions and of our 
civilization. 

Through the Realtor the land resource of the nation reaches its highest use 
and the land ownership its widest distribution. He is instrumental in the creation 
of homes both urban and rural and, by his activities helps mold the form of his 
community in the development of its commercial, industrial and agricultural 
aspects and the living conditions of its people. 

Such functions impose obligations beyond those of ordinary business; they 
impose grave social responsibilities which the Realtor can meet only by diligent 
Preparation and by considerating it a civic duty to dedicate himself to their 
fulfillment.’’ 

BE IT RESOLVED that this Association urge all Constituent Boards and members to 
give priority to the establishment of committees to study these problems in co- 
operation with the government bodies such as planning and zoning boards and 


such private agencies as town planning Associations and local chapters of the 
community Planning Association. 
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COAST -TO-COAST 


New Brunswick 
Reorganizes 


New Brunswick has rc 
their Board with 
becoming mor 


organize 

full intentions 
active Associati 
wise. One of their aims 
task of obtaining governn ris 
lation to license all real estate 
Brokers. Mr. Ken Brien tol his re- 
porter in Montreal during t 
tion, that the N.B.A.R.E.B. intends to 
seek this law at the next leg’slative 
sitting 

At the election of Officers the fol- 
lowing will complete the 1958-59 slate: 

President, Paul Sherwood. Saint 
John; Vice-President, Ernest Willis, 
Moncton; Directors: Murray L. Neu- 
stadter, Saint John; David Lunney, 
Saint John; Gordon Page, 
Leo Langis, Moncton. Mr. Ken Brien 
will be Secretary-Treasurer of the 
new Association. 


Manitoba 


R. C. Aitkens, Regional  vice- 
President of the C.A.R.E.B. is one 
man who didn’t let the prairie heat 
stop him this past summer. He and 
his team canvassed the rural Mani- 
toba areas and the results of their 
membership drive were highly satis- 
factory. We have not, as yet received 


» conven- 


Moncton; 


EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY ihan there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing ereas 
THE HAMILTON SPECTATOR 


Est. 1846 Hamilton, Ontario 


the actual increase of membership, 


but from all reports, is a healthy one. 


Guelph 


Guelph and district Board have just 
completed their first three months of 
co-op listing and report that results 
are better than even the most opti- 
mistie would predict. Their total co-op 
sales for two and one half months, 
were $640,317. Their Secretary, Fran- 
ces Murphy reports that the raising 
of listing commission played a part in 
the increased stimulation, 
amongst Guelph Brokers. 


noticeable 


Peterborough 


Peterborough are still up to their 
old tricks of showing the rest of the 
country what a progressive Board will 
do, when everyone gets behind the 
wheel. Besides contests and Monday 
morning co-op listing breakfast meet- 
ings, they now offer a competition for 
Realtor salesmen. The winner to be 
given one year’s free tuition in the 
C.I.R. Course. The results of this 
active club are strongly indicated in 
their co-op totals of August. This 
year they showed a total sales figure 
of $209,534 for August against 
$109,750 same month last year. Not 
only that but they now are in 14th 
place, having risen from 23rd _ place 
in August 1957. 


Buy Home 
Lease Land 


First off the bat with the “buy-a- 


home-lease-the-land” idea in the Tor- 
onto area, is the Guildwood Village 
subdivision. 

Operating with the sanction of 
little-known section of the C.M.H.C. 
regulations, the sub-dividors will lease 
prospective home-buyers the $6,000 
lot on which their house is built for 
50 or 99 years at 6% interest, which 
works out at about $35 a month. This 
decreases the amount of down pay- 
ment necessary to buy a house, and 
makes monthly payments considerably 
easier than if the purchaser 
saddled with a second mortgage. 

Payment of the principal amount 
may be made any time, but there is 
no obligation on the home purchaser 
to buy the land outright. ° 
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A little boy took a present in a bag to 
his teacher, just before school closed for 
the holidays. He wouldn‘t show the ccn- 
tents, but wanted his teacher sweet-heor 
to guess. She said “Is it apples’ 
“Nope.” “‘Is it candy?’’ ‘’Nope.’’ The 
teacher spotted a moist stain in the bog 
so she placed her finger on the stain then 
tasted it. 
it is. Its pickles.‘ The little boy said 


She said “Oh, | know what 


“Nope... puppy dog!” 
— Garth Webb C.1.R. Address 
e e 


They say thot tickets to ‘my Fair Lady’ 
were hard to get in New York. They 
must have been as was evidenced by the 
jammed house this particular night. Al 
except one seot. 
spotted on empty seat next to the one he 
He sat down and leaned 
across the empty seat to a lady who wa 
seating on the other side. He _ said 
‘‘Madam, is this seat yours too?’’ She 
said ‘’Yes, it belongs to my husband. Wé 
have been trying to get tickets for sev- 
but he went and died. 
The chap said. ‘Well . . . you should 
have sold it to a friend or relative 
“Tried to but they’re all at the funeral. 


A fellow entering a row 


was to use. 


eral months, 


A French lady was having trouble with 
her drunken husband and had threateneu 
to leave him several times. Finally she 
went to the Parish Priest and told her 
troubles. The Priest told her to take o 
different tack. Instead of bawling hin 
out when he came home, she was to fix 
up the house and herself, and have c 
good meal ready. 

When the drunk came home that 
night he was met at the door by his 
wife, dressed in a slinky gown, who led 
him to the chesterfield, poured him o 
drink, took off his shoes, put a pillow 
behind his head, then whispered ‘‘Wouc 
you like to make love to me?” 


He said ‘‘Might a well . . . I’m gonnre 
catch heck when | get home anyways.’ 


—Nolin Trudeau Convention Speaker 


Japanese Homeowners 


One of every three households in 
Tokyo has a television set, and ever 
second has an electric washing machin: 
according to a survey conducted recen! 
by the Tokyo Electric Power Co. 


According to findings, the most pope 
lar appliances, according to percento 
of homes with the items, are: rac- 
100°; electric iron, 90.7%; electr< 
washing machines, 55.5%; electri< 
toaster, 43.2%; television, 35%. 
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seom to have a mystery here. 
_cw net wes a tie between W. F. 
~ns and Thomas Lynas, but where 
‘Mr, Lynas? Perhaps he's out finish- 
-3 the 19th hole. Our suspicicns are 
‘engthened by the apparent glee of 
‘s:s@ rounded up for the picture. 
weit to right: W. F. Johns, low net; 
Arnold Burn, low net Seniors; D. V. 
turn, low gross; J. |. England, Presi- 
ent holding low net trophy; Ed. 
ck, second low gross, 
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Arnold Nelson Captures Be!l-Irving Trophy 


WINNERS IN THE CALGARY GOLF TOURNE 


Me 


The 4th Annual Golf 


Country Club. 


for low net honours ended in 


and W. F. Johns of the Board. 


Mr. J. I. England, President, presided at the 


FISHING DERBY 
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“mold Nelson of West Coast Realty is shown being presented with Bell-Irving Trophy 
**d @ camper's tent by the donor V.R.E.B. President H. P. Bell Irving. Mr. Nelson 
*ught the largest fish in the Vancouver Board's Annual Fishing derby held at Seymour 
“ending August 23rd. He landed a 13 |b. 3 oz. salmon and barely nosed out Herbert 
‘lerton's catch of 13 Ibs. Vz oz. same species. 
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26 prizes were distributed with the low gross Past Presidents’ 
Trophy going to D. V. Burn of Burn-Weber Agencies with a sparkling 73! 
Hollick of Lyle Bros. was runner up, and the Wallace & Carey Challenge Trophy 


a tie between Thomas Lynas of Rich & Jackson 


PRIZE WINNERS 
Second Prize: H. R. Fullerton 
Salmon, 13 Ibs. !2 oz. 
Third Prize: Bob Blundell 
Salmon, 12 lbs. 8 oz. 
Fourth Prize: Doris Powers 
Salmon, 8 lbs. 12 oz. 


GUEST TROPHY 
W. Sudbury 
7 lbs. 15 oz. 


OTHER WINNERS 
R. W. Bank (7 lbs. 10 oz.) 
H. A. Townsley (7 lbs. 5 02.) 
Ron Clarkson (6 lbs. 12 oz.) 
W.H. Moore (6 lbs. 4 oz.) 
J. B. Cutin (6 lbs. 2 0z.) 
Mrs. Edith DeLong (5 lbs. 11 02.) 
DB. Clarkson ( 5d lbs. 8 oz.) 


CHILDREN’S PRIZES 
Scott Anthony (3 lbs. 8 oz.) 
Eleanor Woods (2 lbs. 8 oz.) 


TWO-POUND TROPHY 
Dr. Perry 
(guest of A. E. Austin & Co.) 


HIDDEN WEIGHT 
Parker McCarthy 


tm 
be 
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state Board was 
biggest yet as 74 golfers took part on July 24th at the Earl Grey Golf and 


banquet following the game. 
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| MONTHLY CO-OP REVIEW 


Co-Op Sales Up 
Over First Helf 1 


A remarkable first half of 19 10s lished a record in 
Co-op listing sales he opinion in late 1956 was that 19 
would be a record ye 
showed a healthy gain c 
period from January to June 


5 Adillions 


54 
the first half of 1957 
over a corresponding 


NOW WE HAVE DONE IT AGAIN! The first half of ‘58 
shows a further gain 33.5 millions over ‘57. The figures 
shown below offer this startling fac 

Totals for January to June 


1956 $123,202,639 
1957 157,194,278 
1958 190,789,755 

a difference of $67,587,116 more between ‘58 and ‘56. 


Tri-County Board 
Shows Good Gai 


The Tri-County Board which encompasses Tillsonburg, 
Aylmer, Langton and Delhi in South Eastern Ontario re- 
ports initial success in the few weeks since they installed 
a co-op listing system. Their sales have now reached 
$275,000 (as of August) and we congratulate all members 
on this fine showing. 

Many favourable comments were made by the Ontario 
A iation Real Estate Board 
read his regional report during an executive meeting held 
in September. We wish this Board much success. 


CO-OP CONTEST 
PROVIDE SALES STIMULI 


A good percentage of Boards across Canada are provid- 
ing a stimulus to their members by offering valuable prizes 
for co-op sales and listings. Sudbury, plagued by a mine 
strike that has thrown 10,000 men out of work, have re- 
ported a slow down in sales. However their co-op contest 
is still going strong. 


executives, when Al Sinnott 


Up North in the virile country, N. D. Bowler, Chairman 
of the Co-op listing committee for the Peterborough Board, 
triumphantly states that the 1958 quota of $2,000,000 has 
already been reached yet there is three months to go. 


Out in Vancouver, co-op contests have been highly com- 
petitive. And the ladies aren’t taking a back set, by any 
means. We haven’t their latest report, however we do 
have the June and July winners. In June Don Barrisen 
and Percy Burr took top honours with Mrs. Carolyn Bruce 
taking second place in selling. In July Herb Ramsden and 
Ed Kopp just edged out Mrs. Marguerite Bolton and Mrs. 
Eileen Linsdell. 


A good idea of how well Canadian Real Estate Brokers 
and salesmen are co-operating in co-op listings is evidenced 
by the figures offered by the Toronto Real Estate Board 
in June. They show themselves at $13,371,235, just a half 
million short of the leading American city Los Angeles. 
Soon Toronto will lead the continent and the world in 
co-op sales. 


16 


Phil Seagrove, better known as "Mr. 
Co-op", with the comparative review of 
co-op operations across the Dominion. 
' 
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TORONTO HITS $100,000,000 
On November 8th. the Toronto Real Estate Board estab- 
lished a new high in co-op sales by hitting the rarefied height 
of $100,000,000. Shown counting part of the cash is A 
Treleaven, General Manager Toronto Real Estate Board with 
the assistance of two pretty Bank of Montreal employees, Jean 


Dorris (left) and Dorothy Buntin. (There is over $1,500,000 
shown in the picture.) 
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Listings Sold Population 


Gross Co-Op Sales Listings 
in 


Positions as of 
August 3st, 


1957 1958 Year to Date | August, 1958 | August, 1957 |Year to Date} August, 1958) August, 1957|Year to Date | August, 1958 | August, 1957] Thousands 


$ 8,012,261 15,885 1,845 1,538 5,348 632 500 
Hamilton eee Te 30,288,254 | 3,281.595 3,908,150 7,070 784 772 2,515 273 332 
Vancouver Pewee 27,543.88 3,539,148 | 3,275,957 9,248 1,052 945 2,334 300 283 
Montreal ............ 15,599,113 1,831,683 1,225,267 1,962 251 | 206 588 77 57 
Calgary. oe 15,143,971 2,205,203 1,921,796 3,601 391 332 1,101 150 143 
Winnipeg ............. 13,197,379 1,662,080 | 1,662,189 2,691 305 365 1,225 156 57 
8,606,277 1,265,506 725,290 1,755 205 151 777 115 66 
Edmonton 7,736,213 803,840 963,500 3,102 330 359 677 65 83 
Victoria ; pene ae 5,981,142 744,350 874,495 1,584 212 144 657 77 88 
Kitchener-Waterloo 5,623,810 746,390 686,200 1,250 140 121 502 él 63 
New Westminster ....... 5,252,789 506,656 864,100 2,696 | 291 291 651 70 93 
Saskatoon aesnhaite 2,678 511 514,297 340,750 799 90 97 306 48 41 
Brantford . pric 2,434,016 | 268,750 315,050 nis J 67 68 309 43 34 
Peterborough Semen 1,653,894 | 209,534 109,750 463 70 33 150 19 10 
Windsor wi 1,493,608 226,450 257,350 456 60 26 128 19 19 
St. Catharines 1,396,746 268,500 54,700 550 91 \ 17 137 27 6 
South Peel 1,380,550 140,850 14,840 306 24 52 80 8 

Oakville-Trafalgar 1,352,570 240,000 | 82,300 212 32 24 74 12 

Orilli 1,095,368 219,140 77,025 316 36 35 20 

Oshawa and District .. 1,037,060 180,500 124,600 261 24 34 14 

Greater Niagara 896,705 151,550 77,600 252 50 13 


640,317 155,950 | 53,200 132 26 13 
i 


Toronto ................] $ 85,351,518 | $ 9,767,219 | 
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Guelph 
Fort William : on 611,850 83,850 ame 157 16 


531,300 138,350 45,700 164 19 12 
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Galt-Preston-Hespeler. . . 
Brampton 525,975 203,075 — 134 5 


and District Ry 406,635 | 126,100 100,300 276 38 
Sudbury 4 391,500 $3,200 29,500 145 14 
Chatham 366,100 31,300 106 13 
Lethbridge ne 292,700 | 72,100 153 19 
Central Alberta 286,681 27,300 129 | 16 
Cornwall oe 279,389 =| 37,500 134 é 
Barrie and District 262,800 47,200 82 6 
Sault Ste, Marie ; 210,900 50,400 10 
Nanaimo County 112,510 1,500 4 
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Association 


BRITISH COLUMBIA peo pre 


tate 


Boards 


Its ‘Thumbs Dewn’' For Unionization 


Of Vancouver F 


. 


ealtor Salesmen 


Mass meeting of Vancouver Real Estate Sales personnel 
reject proposals by The Canadian Labour Congress. 


Almost 800 Vancouver real estate 
salesmen and salesladies attending a 
special meeting of the Salesmen’s 
Division of the Vancouver Real Estate 
Board at the Park Theatre last month 
unanimously rejected proposals for 
unionization of real estate salesmen 
in favour of continuing and expand- 
ing the activities of their own associa- 
tion. 


The Division represents more than 
1,600 of Greater Vancouver's esti- 
mated 2,000 licensed real estate sales- 
people. 


The decision followed recent at- 
tempts by the Canadian Labour Con- 
gress to organize a real estate sales- 
men’s union in the Greater Vancouver 
area. 


One point stressed by Bert nXd- 
wards, President of the Salesmen’s 
Division, in asking endorsation of his 
executive’s opposition to unionization, 
was that he did not wish anyone to 
leave at the end of the meeting “with 
the idea that the Salesmen’s Division 
was fighting unions or unionism as 
such.” “We have no quarrel with 
unions,” he added. “We are only op- 
posed to the application of unionism 
to the real estate business because we 
feel that it does not fit in with our 
general professional standards and 
responsibilities.” 


Before us now we have a road that 
leads to even greater crests of trust 
and service. However, we are faced 
with an unusual situation. To the 
problem that has been with us for 
many years — the unethical system of 
hiring just simply anyone to become 
a real estate salesman —had been 
added a new one—an attempt at 


unionization. Unionization, I oelieve, 
would lose us all that we have worked 
for. I don’t think that this should be 
the future of our profession. I don’t 
believe that it is what you want.” 


“Now, what have I as your Presi- 
dent, and your Directors as your 
representatives, done to prevent this? 
The answer is the substance of my 
report to you. I request your mandate 
for approval of our actions and a vote 
of confidence for us to carry on our 
endeavours as we see fit, to accomp- 
lish your and my aim of bringing all 
these things to a _ successful con- 
clusion.” 


“As the last (remaining) original 
Director, and in my last year of ser- 
vice on your executive, I think it fit- 
ting first that we discuss the story of 
the Salesmen’s Division. It has ex- 
isted three and one-half years. The 
first two years were spent trying to 
find our niche in the real estate busi- 
ness, aS an association. We had no 
precedents to guide us and no one to 
call on for information. Actually, we 
were pioneers in organizing a sales- 
men’s association. At first we formed 
committees, but then we found that a 
great deal of duplication was taking 
place with the Board committees 
(with whom we) have always at- 
tempted to work, harmoniously and 
co-operatively.” 

“We came up with the idea of plac- 
ing a Salesman Director on as many 
of the standing committees of the 
Board as was practical. The results 
proved that our decision was right, 
but it did take us time to find it out.” 


“What has the Division accomp- 
lished? . . . briefly . . . the joint 


President: 
M. G. Klinkhamer, Cranbrook. 


Vice-Presidents: 


Mladin G. Zorkin, Nanaimo; Fred Philps, New 
Westminster. 


Past-Presidents: 
Col. H. R. Fullerton, Vancouver. 


Directors: 


George Brown, Harold Chivers, Charlie Brown 
and Fred Urquhan of Vancouver; Laurie Kirk 
and P. D. P. Holmes, Victoria; W. E. Ander- 
son, North Fraser; J. R. Harvey, Quesnel; 
G. F. Brown, Surrey; E. B. Cousins, Kootenay, 


broker-salesman Committee; the right 
we now have as salesmen to yo to 
arbitration; the benevolent fund-to- 
be; the one-thousand-dollar budget; 
the appeal for funds that you have so 
warmly supported for some of your 
more unfortunate fellow salespeople; 
the Snowball Frolic which we all look 
forward to; and the education pro- 
pram...” 


... (But) the story of the Division 
is not in the glamorous achievements, 
not in the pat-on-the-back promotions; 
the story is in the grass-roots of the 
real estate business — the people who 
serve. It is in the work of the indi- 
viduals who guard your interests and 
suggest for your gain; it is in the re- 
spect the agents now have for us; it is 
the professional feeling we now share; 
it is in the acknowledgment by the 
rest of the country that ours is the 
finest association of its kind.” 

Mr. Edwards said “We are, as your 
representatives, opposed to unions in 
the real estate business on the author- 
ity of those members (150) who 
attended our Stanley Park meeting in 
July. Those there were of the opinion 
that our profession in no way lends 
itself to unionization because of our 
responsibilities to the public, to the 
government, and to our agent.” 


“As your President, I moved im- 
mediately to oppose the unionization 
of our members. And in no uncertain 
voice were we told by our members 
that they wanted no part of unions in 
real estate. The attendance at the 
Pavilion, though unanimous in its 
opinion, was not numerically large. 
One of the purposes of this meeting is 
to make certain that (the large ma- 
jority endorse) this decision.” 


“My first undertaking to carry this 
opposition out was to form an inde- 
pendent committee of salesmen, com- 
bined with the Directors of the Sales- 
men’s Division, to undertake all pos- 
sible means to carry out your wishes. 
We have an outstanding committee 
here, well representative of our mem- 
bership. Four sub-committees were 
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.d, and their chairmen were in- 
ted to investigate and deliberate 
then to submit briefs. This has 
done, and their accomplishments 
nothing less than fantastic. The 
mmittees are as follows: 

+) Legal and Governmental 

2) Union 
) Charter and Separate 

Associations 

-4) Membership, Salesmen Activi- 

ties and Publicity 


Without in any way minimizing 
exceptional efforts put forth by 
ther committees, the most impor- 
and dramatic committee is the 
| Committee, particularly in view 
the Unionization threat. If we 
« to oppose unionization, our main 
» had to be through our solicitors 
governmental departments. I 
up a report to the Labour Rela- 
Board explaining the situation 
{ their answer was that one firm 
asked for certification and others 
pending. Our solicitors, Campney, 
» & Murphy, are of the opinion 
: our first move must be to oppose 
certification, and they have been 
ucted to do so. 
‘| believe certain parts of the briefs 
ibmitted by the Legal Committee 
- be of interest to you and, with 
r permission, I will read you a few 
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1) Our solicitors advise that, if 
first application before the Labour 
tions Board in Victoria can be 
xed, the possibility of another ap- 
stion succeeding would be virtually 

nated.” 

(2) Independent inquiry by this 
mittee showed that real estate 
“nen and agents are excluded 
™ the operation of the Male and 
ale Minimum Wage Act and of 
Hours of Work Act.” 

(3) This committee investigated 
the aspects of the Life Under- 
‘rs Association of Canada, the 
“tute of Chartered Accountants of 

and The Commercial Travellers 
‘ation of Canada, for the pur- 
of not only governing the com- 

“ts actions, but to supply our 
‘ors with good ammunition for 

* cause, 
om comments in conclusion on this 
's 4re of interest. I quote: 

'n terms of the Real Estate Act, 
en and agents alike are bonded 
‘duals, stressing the fiduciary 
‘‘* of their relationship to the 

The Act also excludes Trust 
‘nies, Barristers, Solicitors, Ex- 
"*, and others as their duties and 

*“ions in real estate matters are 
“!Y covered by other Acts. This 
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indicates the close identity of agents 
and salesmen with the above names in 
that they are specialists in a particu- 
lar phase of the fields covered by the 
above names. 


“If an agent loses complete control 
of the salesmen representing him, he 
will be unable to fulfil his obligations 
to the public as set forth in the laws 
governing Agency. The Division allies 
itself with this and with other groups 
such as the Chartered Accountants 
and Life Underwriters who are striv- 
ing for a higher professional standing 
and greater service to the public. The 
Division does not believe that these 
ends can be served by replacing divi- 
sions of the C.A.R.E.B. by unions, or 
by allowing attempt to 
parallel their functions or take over 
their accomplishments. 


unions to 


Inquiry on a 
national level has to date not revealed 
one Real Estate Board in Canada 
that knows of any real estate office for 
which union certification has (been 
granted or, except in Vancouver, ap- 
plied for.)” 


“In conclusion, there is a list of 
recommendations that I believe will 
enhance the value of the Division, and 
I would like the privilege of citing 
them for your approval or dis- 
approval. 

1. Increase the number of Directors 

from 9 to 15. 

2. Make some financial recompense 

to Directors and Committees. 

3. Arrange for salesmen to sit on 

ALL committees of the Board. 
4. Arrange for salesmen to be repre- 


sented in some manner on B.C. 
Council. 


vt 


Establish a benevolent fund. 


6. Establish a compulsory drawing 
account. 


7. Increase dues or budget to reduce 
cost to members of attending 
salesmen’s division functions. 


8. Devise some means to give a 
greater voice to salesmen in 
V.R.E.B. matters in which sales- 
men have an interest. 


9. Convince salespeople of the dan- 
ger of not taking a more active 
interest in their affairs through 
the Salesmen’s Division — the al- 
ways persent danger of minority 
action. 

11. Persuade the V.R.E.B. to give 
active backing to my proposed 
resolution to C.A.R.E.B. that the 
Salesmen’s Division across Can- 
ada be organized on a national 


level under the auspices of 
C.A.R.E.B.” 


Selling R.E. Yoday 
(Continued from page 5) 


There are many ways to handle the 
prospects’ dont’s, but probably the 
best way is to say briefly, “ agree 
with you but .. .” or “What you 
say is true but...” and then swing 
back into your original arguments. 
You should continue to sell even after 
you have made the sale. There is a 
right and proper way to handle a 
purchaser. Tell him two or three 
times that he has made a good deal. 
Ask him for other names, other pros- 
pects, so that you may continue to 
have the rule of three — that is, for 
every sale made obtain a minimum of 
three prospects to contact again based 
on recommendation by your client. 
Look after your old prospects and 
they will look after you in your old 
age. Keep in touch with them four or 
five times a year. Congratulate them 
on good news, send them Christmas 
cards. They will be your old age 
annuity. 


Final installment in November edition 





Editorial from page 3 


We all have Gremlins riding our 
shoulders. These creatures whisper 
the darndest commands. For instance, 
as we type this we find that shoulders 
came out sohulders and, more often 
than not we spell self ‘slef’. 


We naturally pass the buck by 
blaming the little folk. In closing this 
Think Piece, we promise to pay for 
our “unsightlessness” by giving you a 
better magazine. We do not intend to 
be compared with the newspaper who 
prompted this remark from Time 
Magazine “... (they) have a tendency 
to swat away indiscriminately at any 
story that flies by.” 


We are adopting a long range policy 
in alining good feature stories for 
your interest. The first of these should 
break early in the new year. And 
that is only four months away. 


Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 


517 Hamilton St., Vancouver, B.C. 
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Edited By: 
THE APPRAISAL INSTITUTE OF CANADA 


THE PURPOSE OF DEMONSTRATION APPRAISAL REPORTS 


by Mr. T. A. 


McFarlen, Director, Examining Board, 


The Appraisal Institute of Canada 


In recent years, 
been placed upon mo: profes- 
sionalism in the field of real estate 
appraisal. Government 
tutions, and the public rge have 
recognized the desirability of accredi- 
tation in the Appraisal 
Canada. As the demand has risen for 
education and accreditation, a tremen- 
dous pressure of work has been placed 
upon those in charge of the various 
departments at the Appraisal Insti- 
tute of Canada headquarters. There 
have been times when it seemed that 
the people involved would hardly be 
able to cope with the tide of the 
above-mentioned demand. The Insti- 
tute has now succeeded in setting upa 


great emphasis has 
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avencies, Insti- 





Institute of 





number of Dominion-wide committees, 
and is in a much better position to 
handle the flood of grading appraisal 
reports and the various details of 
examining candidates who are seeking 
professional accreditation. 


One of the requirements for becom- 
ing accredited and receiving the certi- 
fication of the Institute is the submit 
ting of three demonstration appraisal 
reports. It soon became apparent, as 
the reports began coming in from 
coast to coast, that a reasonably uni- 
form format of a so-called ‘“Demon- 
stration Appraisal Report” would 
have to be adopted. Not only was this 
necessary from the stand-point of the 
candidates, but also for guidance of 
appraisal report graders. 


The Examining Committee held 
numerous meetings to consider what 
should go into a demonstration ap- 
praisal report and the order in which 
the various items should appear. They 
finally agreed upon the outline which 
appears at the end of this article. 


We recognize that in certain in- 
stances an appraiser would not want 
to use this particular order, and in 
certain other cases some of the pro- 
cedures may not be used at all. At 
Appraisal Institute headquarters we 
are keenly anxious that candidates 
use a subject property that will lend 
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itself to the use of all the procedures 
required in a proper demonstr n 
appraisal report. Along this line of 


thinking we recommend that the can- 





didates use as simple a problem as 
possible. All too frequently we receive 
appraisal reports on subject proper- 
ties that pose difficult problems that 
would thwart the efforts of long- 
experienced appraisers. We iry to 
point out to the candidates that the 
report graders are not at all impressed 
by the handling of a difficult subject 
which has been mishandled. Rather 
they are much more impressed with a 
good job well done of a relatively 
simple eee 

it is the f : 
and Admissions Coneadiaans: that the 
requirements of 





demonstration ap- 
praisal reports are not unreasonable. 
In a properly handled demonstration 
report, there is every opportunity for 
the candidate to bring out his think- 
ing and the processing of the data he 
has gathered. 

The outline herein, in a sense, acts 
as a questionnaire, and if a candidate 
goes down the list carefully and deals 
with every suggestion made there can- 
not be any doubt that he has dealt 
with the problem fully. Appraisers 
who have undertaken expropriation 
jobs, court testimony, and certain 
types of governmental work have been 
thankful over and over again for hav- 
ing a complete report along the lines 
of a demonstration one. This is par- 
ticularly true where an appraiser may 
have been under cross-examination, or 
in instances where it has been neces- 
sary to show that the problem has 
reecived a full and detailed study in 
every respect. 

There is another 
reason for 


very important 
requiring demonstration 
appraisal reports, and that is the edu- 
cational side of the picture. Almost 
anyone who has gone through the 
requirements of the Appraisal Insti- 
tute of Canada and obtained their 


accreditation will agree that ever 


time they have made up a demonstra- 


tion . appraisal report they hav 
learned something. It is true that 
studying for examinations and th 
passing on theory papers 
but there is no finer way to lear: 
appraisal than the actual handling o 
a concrete case. We are satisfied tha: 
each time a candidate 
report, 


nakes up 
his techniques improve. 

It is unfortunate when some candi- 
dates treat the submission of demon- 
stration reports too casually, and we 
have instances where they try to get 
by with the minimum amount of work 
They. will pull out old reports fron 
their files which have been done fo: 
some client in times past, and patch 
the report up a little in hope that it 
will slide by. Such candidates, of 
course, are greatly disappointed if the 
reports don’t happen to make the re- 
quired grade. 

The Appraisal Institute of Canada 
is anxious to establish a standard in 
the minds of the public, and it is only 
by urging upon our candidates 
necessity for good reporting that 
will be accomplished. We feel that a 
long step forward has been taken if 
candidates are taught to prepare 
proper demonstration reports. Later 
on it will be a matter for their padg- 
ment to decide what may be reason- 
ably left out in any particular report 
they happen to be doing for their 


client. { 





(Appraisal report will be published 
next month.) 





POSTCRIPT 


“The Peterkin Case” 


In writing the Appraisal Column in 
the September issue, | appear to have 
been over-optimistic in believing that 
evidence of sales presented by a duly 
quolified expert witness would be ruled 
to be admissable. Since the Peterkin 
decision, the Ontario Municipal Boerd 
has ruled (in at least one arbitration) 
that evidence given by two experienced 
appraisers was completely inadmissable, 
being based on sales found in the 
Registry Office and unsupported by evi- 


dence that the transactions ~ere at arms 
length. 


If this is now case law, to be followed 
by courts in Canada, the usefulness of 
the appraiser, in expropriation matters, 
seems to be very limited. It is suggested 
that the Appraisal Institute of Canada 
should take the lead, in co-operation witt. 
the various Bar Associations, in investi- 


gating the problem and finding a solutior 
thereto. 


James |. Stewart. 
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Federal Government 
Urged To Create 
“Used House Market” 


The federal government was _ re- 
ntly urged to take action to create 

sed house market” as fluid as the 
d car market. 


The suggestion was placed before 
Senate finance 

“Maurice Joubert, president of the 

‘ational House Builders association, 


committee by 


presenting 34 local buiiders’ orgean- 


-ations across Canada. 


Mr. Joubert proposed the National 
jousing Act be amended to make pos- 
thle the purchase of used homes 
ander the legislation. The act at pre- 
+nt provides only for the financing of 
new homes. 


Senator William Wall (L., Mani- 
toba) said easier financing of older 
homes would be a ‘real boon to the 

using business.” 
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GOOD NEWS FOR 
RURAL REALTORS 


Quotes a recent Federal Press 
release: 

The decision of the federal govern- 
ment to include farm homes in pro- 
visions of the National Housing Act 
is a welcome one for the millions of 
Canadians who live outside cities and 
towns. 

It is, in fact, long over-due. Here 
in Canada the country visitor to the 
city can see long rows of $15,000 
N.H.A. terms with 
small down payments and up to 25 
years to pay the balance. But in the 
small towns and on farms it is virtu- 
ally impossible to get any kind of 
new house built under N.H.A. terms. 

There will be two classes of homes 
provided for under this new housing 
legislation. One will be in the range 
of $5,000.00; another $8,000.00. If 
the same percentages apply on rural 
homes as for city, a cash payment of 
$500.00 and about $30.00 per month 
should buy a $5,000.00 house. 

At the same time as this new hous- 
ing legislation is made effective, we 
hope something will be done to enable 
citizens to get the loans needed. As it 
is now, country residents can get ap- 
plications for more expensive houses 
approved, but can’t get banks or other 
lending institutions to advance the 
necessary capital. 

If necessary, the government should 
set up a federal house financing 
agency to actually loan the money. 
There is no reason why anyone with 
$500.00 in cash and the ability to pay 
$30.00 a month rent should be de- 
prived of home ownership.” 


WHAT'S IN 
A NAME 


Plenty says A. W. Farlinger, a 
partner of Farlinger & Langer Ltd., 
a Toronto Realty firm. He said that 
office building construction won’t be 
too active East of Yonge street, as 
most commercial buildings of this 
type would sooner have a prestige 
address like; “University Avenue... 
it has a nicer ring to its name than 
say, Church or Jarvis.” 

In Aurora Heights sub-division 
north of Toronto, romantic names are 
the vogue. Names such as: Kitimat 
Crescent, Sioux Gate, Cabot Court, 
Tecumseh Drive, Algonquin Crescent 
and Huron Court. 

Town planners would do well to 
give pause in the selection of names 
for new streets. A home buyer is 
more apt to buy on a street with a 
harmonious sounding monicker. 


homes built on 





Webb and Knapp announces appoint- 
ment of Richard S. Tinsley as Assistant 
Monager of Leasing Operations in Tor- 
onto. He was formerly Ass’t. Genera! 
Manager of the Canadian Retail Federa- 
tion. 


* . * * 


Ivan Johnstone, former head of his 
own Insurance agency, joins Rhodes Real 
Estate Ltd., Ottawa, as ass’t. Manager 
of their Insurance Department. 


* . * * 


A. E. LePage Ltd., Toronto, announces 
the appointment of Robert Hirst, as Ass’t. 
to the President. He was formerly asso- 
ciated with the Taylor Woodrow group. 


2 * ® * 


Mr. G. Montegu Black announces his 
retirement as President of the firm of 
Black & Armstrong Limited, Winnipeg, 
but will remain as Chairman of the 
Board of Directors. Mr. Michael Kamin- 
sky in charge of mortgages, investments 
and real estate, succeeds os President 
ond Mr. D. G. Falconer as Vice Presi- 


dent, and Manager of the Insurance 
Department, succeeding the late Mr. 
A. T. Davies. Mr. Kaminsky and Mr. 


Falconer hove each been associated with 
Black & Armstrong Limited for over 
twenty-five years. 


® * * * 


L. W. Haslett, executive vice-president 
of Webb & Knapp (Canada) Limited, has 
announced the appointment of J. C. 
Von Horne, M.P., as president of Place 
Ville-Marie Leasing and Management 
Corporation, a wholly owned subsidiary 
of Webb & Knapp. Mr. Van Horne, who 
is well known in real estate circles in 
Eastern Canada, will make his head 
quarters in the Dominion Square Build- 
ing, Montreal. 


2 * . . 


Mr. Frank Taylor, President of the 
Taylor Woodrow Group (Canada), Mon- 
arch Mortgage and Investment Limited 
and Monarch Construction and Reaity 
Limited, announces the appointment of 
Mr. Roy A. Wykes as Vice-President and 
Managing Director. 

Mr. Wykes replaces Mr. Robert Hirst, 
who resigned to take up new duties 
elsewhere. 


Mr. Wykes assumes his new duties as 
of September Ist, 1958. 
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pride and joy? 
... fellow built his own house in River- 
side, Ontario, and had his friends in to 
admire his handicraft. Thinas were comp- 
limentary until a friend covered he 
had built a home without a chimney! 


Good thing he hasn't any youngsters 


Sod-buster 


a young home-owner, anticipating 
where the new cement sidewalk was 
going to be built in front of his home 
sodded and 
sidewalk finally was constructed leaving 
© raw gap two feet wide, which he un- 
complainingly went to work on. One 
month loter, the Gas people came along 
and tore a strip (you guessed it) two feet 
wide, across his frontage. He went dili- 
gently to work, and landscaped this new 
horror. He had hardly got to the point 
where he could settle down and survey 
his sparkling amistry, when... ao water 
main burst. Where?... 


— Al ~ 
aQnasceped nis iawn ine 


menace to sputnick 


. is apparent if the plans of Sidney 
Angels, a Vancouver Promoter, goes 
through. He proposes to build the world’s 
tallest building, to be erected on top of 
© mountain in Burnaby, B.C. The build- 
ing is to house a trade exposition, accord- 
ing to the Vancouver Province, and calls 
for o height of 1600 feet... . 


ANY WAY 
YOU LOOK AT IT 


In Central and Northern 
Alberta Nearly Everyone 


READS THE 


JOURNAL! 


The Journal's Classified Section 
Reaches the heart of the market 


The EDMONTON 


JOURNAL! 


One of the Eight Southam 
Newspapers in Canada 


une plus grande cuisine? 


. a large company who built a town- 
ship with intentions of housing their 
French - speaking employees, were dis- 
tressed when the families only lived in 
the ‘brand spanking new’ homes for a 
short time, then quit their jobs and left. 
Calling in a Public Relations Consultant, 
this worthy group found that the French- 
man likes a big kitchen, not a modern 
functional one. Seems the French family 
spends a great deal of their time gath- 
ered in the kitchen. .. . 


Purchaser has trouble 


A farmer who recently bought a 
farm, found he needed a new pump and 
ordered it. When the parcel came it 
prompted him to write a letter to the 
mail order house. “’. . . (the) pump came 
without a handle why can’t you 
people be more careful down there? 
Never mind, | just found the handle in 
the wrapping. Please excuse this letter.’ 


dollar per gallon 


. . Mayor Don MacKay of Calgary says 
his only weakness is big cars (he owns a 
Cadilac and Dodge). Town Fathers dis- 
pute this. They claim that he also has a 
distinct weakness for giving the tax 
payer's money away, in the form of ten 
gallon hats, at a dollar per gallon... . 


table de hote 


. ... busy Realtors in Garden State Park- 
way, N.J. can now have their lunch in a 
hurry. An enterprising restauranteur has 
equipped his waitresses with tiny transis- 
tor radios and lapel microphones. ‘’One 
hamon...” 


Expensive Bus Stop 


. a widow living in the rural outskirts 
of Chicago, offered the suburban trans- 
portation Company $5,000 and the deed 
to her farm, if they would reconsider 
their plon to re-route their buses away 
from her door. She claimed that she had 
sufficient money for the rest of her days 
and that the Friendly bus drivers who 
took her on periodic shopping trips into 
town, made her lonely life content. 


This might be a plan for Toronto's 
metropolitan suburbs to consider. All 
these communities have to do is line up 
several philanthrophists to share the cost 
of the Bloor Subway. ... 


Apology 


In our August edition of the Canadian 
Realtor we ran an Ad showing the list of 
books available at C.A.R.E.B. head- 
quarters. Our Librarian tells us that the 
response was overwhelming. As a result 
we have depleted our present stocks. We 
shall fill orders for those books on hand, 
and will back order the remainder as 
soon as possible. 


They've Passed 
Beyond 


Administrator 


Rupert Leslie Cox, official admini- 
DZ strator of the County of Victoria 
since 1920, died August 2nd in Victoria, 
B.C. In the early century he was soles- 
man for Fullerton & McPherson, Victoria 
Real Estate Brokers of that era. He will 
be missed by all who knew him. 


Retired Realtor 


T] Died August 7th, in Regina, James 

GS Mortimer Wessel, 88, a Real Es- 

tate Broker who retired in 1937 after 

many years of activity. Born in Trenton, 

Ontario, he moved to Regina in 1895. 
He has left his mark! 


Civic Leader 

TH Howard E. Rose, Past-President of 
sa fine St. Cotnharines Recl Estate 
Board, died August 26th 

Other positions he has held included: 
President of the St. Catherines Chamber 
of Commerce, member of the executive 
of Ontario Association of Real Estate 
Boards, vice-president International Asso- 
ciation of Real Estate Boards, the only 
Canadian to hold this office. 

He will be missed by many! 


Former Alderman 


| £ || John A. Worthington, Victoria, 
PS B.C. Alderman, for 17 years, and 
a Realtor by profession, died at age of 
80 in his sleep, July 27th. His pursuit 
favoured the charitable and patriotic 
cause. During these activities he was 
twice chairman of the Royal Jubiiee 
Hospital. Victoria has lost one of its 
beloved citizens. 


Past Toronto Director 


|| Earl T. Brownridge, 66, past- 
RS director of the Toronto Real Estate 
Board, died at his home September 2nd. 
He was active in Real Estate for 51 
years. A member of several Lodges in 
Toronto, his associates and family will 
miss him deeply. 


Past President V.R.E.B. 


CH Stewart G. Clark, 76, a former 
RIS President of the Victoria Real , 
Estate Board, died September 8th. He 
was an active member of many Lodges 
end Charitable Institutions, including 
Past-President Victoria Branch of Cana- 
dian Red Cross. Men of this calibre 
always leave a deep impression. 


D>) aD a a> ae a a ee ee ee ae ee 





Silk RN lk als Cll ede Eh AS a ek ee 





ww 





Bi AT 


ESTATE 
GD GR GC 'E aD Be WY 





GENERAL 
REAL ESTATE 


e CORNWALL, ONT. 
Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 


NANAIMO, B.C. 

“On the blue Pacific” 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 
SUMMERSIDE, P.E.I. 
“Summerside Realties” 

tox 298, Summerside, P.E.I. 
BARRIE, ONT. 

Charles A. Rogers Realtor, 
Sterling Trusts Building, 
PArkway 6-6387. 
OTTAWA, ONT. 

P. Hubert McKeown, 
McKeown Realties Ltd., 


* 


169 Somerset St. W., (CI. 2-4806). 


VANCOUVER, B.C. 

Len Korsch Realty Ltd., 
2331 Granville St. 

FORT WILLIAM, ONT. 
Willport Realty Limited, 
Fort William - Port Arthur. 


FOR REAL ESTATE 
SALE 


® BRANDON, MAN. 

Hughes & Co. Ltd., 
125-10th Street. 

CALGARY, ALTA. 

Burn-Weber Agencies, 

218 Seventh Ave. W. 
EDMONTON, ALTA. 

Spencer & Grierson Ltd., 

10517 Jasper Avenue. 
NIAGARA FALLS, ONT. 

David D. MeMillan, Limited, 
1916 Main Street. 

OTTAWA, ONT. 

Charles A. Brownlee Limited, 
63 Sparks St.—CEntral 2-4203. 
PETERBOROUGH, ONT. 

Irwin Sargent and Lowes, 

441 Water Street. 

QUEBEC, QUE. 

‘oss Brothers & Company Limited, 
P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 
WINDSOR, ONT. 

Alex E. Hoffman, 
930 London St. West. 
* CALGARY, ONT. 
Clair J. Cote Ltd., 
i Hollinsworth Bldg. 
EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
(0013 -101A Ave. 
OTTAWA, ONT. 
r A. Fitzsimmons and Co. Ltd., 
caltors, 197 Sparks Street, 

ttawa, Ont., Phone CE. 6-7101. 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ CALGARY, ALTA. 
Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 


@ EDMONTON, ALTA. 

Melton Real Estate Ltd., 

10154 - 103rd Street., Phone 47221 
@ EDMONTON, ALTA. 

Don Reid Real Estate Co., 

11563 Jasper Avenue. 


FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 
@ HALIFAX, N.S. 

Roy Limited, 

Roy Building. 
@ REGINA, SASK. 

W. Clarence Mahon, 

350 Western Trust Bldg. 
@ WINDSOR, ONT. 


Alex E. Hoffman, 
930 London St. West. 


@® EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013-101A Ave. 


FOR IDEAL 
STORE LOCATIONS 


@ FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 


FOR APPRAISALS 


@ CALGARY, ALTA. 
Ivan C. Robison & Company, 
703-5 Street West, 
Phone AMherst 63475. 


@ EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013 - 101A Avenue. 


@ TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 


e@ ST. CATHARINES, ONT. 
Andy Hawrcliak, Realtor, 
Dominion Building, MUtual 4-2324. 
@ OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 
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FOR SUMMER 
PROPERTIES 


@ MUSKOKA, ONT. 
Francis J. Day, 


Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 


@ HALIFAX, NS. 
Roy Limited, 
Roy Building. 
@ VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 
@ WINDSOR, ONT. 


U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 


e@ CALGARY, ALTA. 


Crown Trust Company, 
227 Eighth Avenue W. 





Rates for Professional Listings 


For six insertions .. apalet at: $50.00 
For twelve insertions ...... j $80.00 





APPRAISALS 
Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 

American Institute R.E.A. and 
Appraisal Institute of Canada 
MELTON REAL ESTATE LTD. 
Head Office, Edmonton, 10154- 103rd St. 
Phone 47221 
Calgary, 534 - 8th Avenue West 
Phone AMhurst 6-867! 


Vancouver, 2396 E. Broadway 
Phone HAstings 9410 


WESTERN CANADIAN 
! 


Rates for Advertising 
in the Real Estate 


Directory: Per 

Issue 

2 lines — 12 issues ............. $3.00 
2 lines — 6 issues ; $3.50 
2 lines — less than 6 issues .... $4.00 


Additional lines 50 cents per issuc. 
No charge for city and province lines. 





PROFESSIONAL 
LISTINGS 


HANKS & IRWIN 
ARCHITECTS 
2848 Bloor St. W., Toronto 
RO. 6-4155 













FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue pro- 
perties, homes, building lots and sub-division 
developments. 
Write, wire or phone 
BOULTBEE SWEET & CO. LTD. 
555 Howe St., Vancouver, B.C. MU. 1-7221 
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